The aim of this study was to elucidate how individual differences in noncognitive skills, as measured by the Big Five personality traits, explain variation in labor market outcomes. Japanese and U.S. survey data were analyzed to examine the associations between personality traits and later outcomes in the two countries. We focused on country-specific, noncognitive determinants of annual income, which were found in agreeableness among male workers. Agreeableness seemed to contribute to annual income in Japanese men, whereas it acted as a penalty in American men. In both countries, higher agreeableness tended to translate into higher income for those working at large companies (1,000 employees or more) compared with those working at small companies. Although agreeableness was rewarded by income, it did not necessarily lead to career advancement. Furthermore, the agreeableness premium was still observed even after controlling for labor-related variables such as occupational choice and working hours. This suggests that agreeableness might act as part of a skill set that directly improves job performance and productivity at large companies, rather than acting indirectly through career advancement or occupational choice.
Introduction
Dee and West (2008) and Heckman, Moon, Pinto, Savelyev, and Yavitz (2010) have shown the importance of fostering students' noncognitive skills through school programs and governmental policies.
Findings of these studies indicate that noncognitive skills have greater long-term effects on life outcome than do cognitive skills. Chetty, Friedman, Hilger, Saez, Schanzenbach, and Yagan (2011) reported persistent impacts of Project STAR, a Tennessee class-size reduction demonstration project, on later outcomes through the development of students' noncognitive skills, in contrast to the fade-out effect of class quality on test scores after the completion of the project. Thus, early intervention by formulating and financing school programs or government policies to foster noncognitive skills is as important as, or even more important than, helping children achieve their educational potential. This is particularly relevant to those raised in low-income families, as such initiatives help prevent a vicious cycle of intergenerational inequality.
In economics, little attention has been paid to the relation between noncognitive skills and educational and career success. It is widely recognized, both in practice and in research, that measured cognitive ability is a strong predictor of educational outcomes and career success, but the role of noncognitive skills has received less attention in explaining life outcomes. Heckman (1999) argued that serious bias can arise when accumulated human capital is evaluated without consideration of both cognitive skills, as measured by test scores or IQ index, and noncognitive skills, such as motivation and social adaptability. Some evidence suggests that approximately 20-30% of individual earnings (in standard earning equations) can be explained by years of schooling and work experience in addition to demographic variables, including family socioeconomic status (Bowles, Gintis, & Osborne, 2001 ). This implies that much of the variation in labor market success remains unexplained.
Several studies have recently focused on noncognitive skills as a key predictor of educational attainment (Borghans, Meijers, & ter Weel, 2006; Heckman, Stixrud, & Urzua, 2006) and earnings (Heineck & Anger, 2010; Carneiro, Crawford, & Goodman, 2007; Muller & Plug, 2006) . Heckman et al. (2006) have found that improvements in personality traits, self-control, and self-esteem in particular, from the 25th to the 75th percentile of its distribution, while holding the level of cognitive skills constant, increase the probability of being a four-year college graduate at age 30 by approximately 25 percentage points. The Big Five personality traits conscientiousness and openness to experiences have been identified as the best personality predictors of educational performance and years of education, respectively (Borghans et al., 2006) . Some studies have examined the importance of noncognitive skills in labor market outcomes. For example, Heckman, Hsee, and Rubinstein (2001) found that, after controlling for measured ability, those who obtained a GED (General Educational Development) high school certification in the United States tend to earn less than high school dropouts do. The authors explained that a lack of noncognitive skills such as discipline, patience, and motivation accounted for the lower earnings among GED holders compared with dropouts with the same ability.
Noncognitive skills explain variation in schooling and labor market outcomes that is left unexplained by cognitive skills. Analysis of noncognitive skills is also important in a policy context. Some school programs and government policies have shown the long-term effects of noncognitive skill development. Heckman and Kautz (2012) emphasized the significant effect of several public policies that enhance soft skills on children's educational outcomes. For example, the Perry Preschool Program for disadvantaged young children demonstrated the effects of noncognitive skill development on long-term life outcomes. Chetty et al. (2011) found that noncognitive skills, fostered by changes in school system, have a greater long-term effect on later outcomes than cognitive skills do. Almlund, Duckworth, Heckman, and Kautz (2011) emphasized that compared with cognitive ability, noncognitive skills are responsive to parental behaviors, allowing substantial room for parental investments in education and for policy interventions.
As a measure of noncognitive skills, the Five Factor Model (hereinafter, the "Big Five personality traits") is a broadly accepted model of personality in the psychology and economics literature. For a brief measure of Big Five personality traits, many recent studies have utilized a 5-or 10-item inventory calculated on bipolar scales for five personality facets: extroversion, agreeableness, conscientiousness, emotional stability, and openness to experiences. Gosling, Rentfrow, and Swann (2003) examined these inventories in terms of (a) their validity, using self-, observer, and peer ratings; (b) the pattern of external correlates, using self-ratings on other measures; and (c) test-retest reliability, using a second assessment of the same participants. Gosling et al. (2003) concluded that 5-and 10-item inventories were reasonable proxies for lengthier Big Five instruments. Several previous studies have attempted to elucidate how personality traits act as predictors of educational and labor market outcomes. The stability of personality traits is a subject of controversy. Although some studies have noted changes in personality traits over an individual's life course with changes in environment or gene expression (Roberts & Jackson, 2008) , it is widely accepted that personality traits tend to be stable in adulthood. In a review of the stability of personality traits and their predictive power, Almlund et al. (2011) noted that personality development tends to stabilize around the age of 30 years (Caspi, 1997; Soldz & Vaillant, 1999) . Cobb-Clark and Schurer (2012) concluded that personality traits in working-age adults are stable over a 4-year period, based on their findings of small changes in average personality during the given periods and little relation between intra-individual personality characteristics and life events (e.g., adverse employment, health, or family events).
The main motivation for utilizing personality traits is that a single measure cannot predict much of the variance in educational and labor market outcomes. Also, these soft skills can explain variance in outcomes that are not attributable to effects of cognitive skills. According to Borghans, Golsteyn, Heckman, and Humphries (2011) , personality traits are incrementally valid in explaining variance in educational outcomes measured by achievement tests and grades, after deconstructing the outcomes into IQ and personality traits. Using German data, Almlund et al. (2011) explained that consciousness, long considered the best predictor of later-life labor outcomes, has more explanatory power than intelligence.
In this study, we aimed to determine the predictive power of personality traits and to explain the mechanisms underlying the relations between personality traits and later outcomes by considering country differences. Our primary focus was the extent to which noncognitive skills, as measured by the Big Five personality traits, explain variations in educational and labor market outcomes after controlling for socioeconomic variables. This study differs from the prior research in this field in several ways. First, country differences are difficult to examine because previous studies used different measures of personality traits. Therefore, we utilized survey data from Japan and the United States, which we collated using the same questions during the same year. Second, because many studies reported only simple correlations or simple standardized regression coefficients, such estimated relations could not control for other factors that might influence educational and labor market outcomes. Therefore, we utilized the same variables and ran multiple regressions while controlling for other factors that might affect outcomes, including cognitive ability and other socioeconomic variables. Finally, we focused on some interesting country differences in personality traits affecting men's income, as found in agreeableness. Because this particular personality trait suggests the existence of country-specific noncognitive determinants of later outcomes, we analyzed its association with men's income and career advancement in Japan and America.
We also examined the predictive power of personality traits on educational attainment, income, and career advancement in order to determine the channels through which personality traits affect labor market outcomes. More specifically, we analyzed the mechanisms behind the relations between personality traits and later outcomes by firm-size and occupation status. Some personality traits might directly affect income by improving an individual's job performance and productivity or indirectly affect labor market outcomes through occupational choice and career advancement.
The remainder of the paper is organized as follows. Section 2 reviews prior studies related to this work. Section 3 discusses the dataset and explains how the variables were constructed for subsequent analyses. Section 4 presents the estimation results. Finally, Section 5 discusses implications of the findings and concludes the paper. (Gosling et al., 2003) . Ten questions measuring these five personality traits 4 are each rated on a 7-point scale, ranging from 1 (strongly disagree) to 7 (strongly agree). The average of the two bipolar items that make up each scale is then calculated and used in subsequent analyses. For example, if a respondent scores 5 on item 1 (extroverted, enthusiastic) and 2 on item 6 (reserved, quiet), the complement of the score for item 6 is found by replacing the 2 with a 6. Then, the average of the score for item 1 and the (complementary) score for item 6 is calculated.
Research
These single-item scales are typically psychometrically inferior to multiple-item scales, but Burisch (1997) and Gosling et al. (2003) showed that short and simple depression scales can be just as valid as long and sophisticated ones. In addition, Epstein (1979) emphasized the view that, when averaged over tasks and situations at a point in time, people exhibit a predictable pattern of average behavior ("measured personality") with a high degree of reliability across situations. These previous studies support the validity of the Big Five personality traits as a measure of noncognitive skills that affect educational and labor market outcomes. As explained in the Introduction, stability of personality traits is controversial, thus, calling into question the legitimacy of adopting this premise when analyzing personality traits in relation to school and later-life labor outcomes. However, some authors have argued that personality development tends to stabilize from the age of 30 years onward (Caspi, 1997; Soldz & Vaillant, 1999) . Cobb-Clark and Schurer (2012) also found that personality traits at working age were stable over a 4-year period and did not vary significantly under any life events. Along these lines, in this paper, we treat personality as invariant over an individual's lifetime.
Personality Traits and Educational Outcomes
Although much of the variation in labor-market success remains unexplained (Bowles et al., 2001) , prior research has observed the role of personality traits in explaining later-life outcomes and investigated the mechanisms behind these associations. However, it should be noted that results for the association between personality traits and later outcomes vary by survey data and analysis method, and that simple regression or correlation, rather than a causal relation, is still the basis for many findings.
Many studies have investigated the extent to which noncognitive skills explain individual variation in educational outcomes (e.g., test scores, grade point average [GPA] , and total years of schooling). Two of the Big Five traits-conscientiousness and openness to experiences-were found to be particularly important indicators of the total years of education that individuals complete in their lifetimes. In addition, emotional stability, as measured by locus of control and self-esteem, was reported to be an important indicator of adolescent schooling decisions (Almlund et al., 2011) .
Conscientiousness is considered the most predictive Big Five trait across many outcomes (Hampson, Goldberg, Vogt, & Dubanoski, 2007; Roberts, Kuncel, Shiner, Caspi, & Goldberg, 2007; Poropat, 2009) , and is the trait most consistently linked to academic success (O'Connor & Paunonen, 2007) . In a representative sample of Germans aged 21 to 94 years, Almlund et al. (2011) found that variation in years of schooling is best explained by the degree of conscientiousness, even after controlling for intelligence.
These authors found it particularly noteworthy that this trait had more explanatory power than intelligence, and that the trait's predictive power was stronger among men than among women. Given that conscientiousness is often associated with motivation, the positive correlation between conscientiousness and educational attainment might suggest that more motivated students perform better than less motivated counterparts.
Many previous studies on the role of openness to experiences as a predictor of academic performance have reported a positive relation between this trait and both GPA and final course grades (Lievens, Dilchert, & Ones, 2009; Lounsbury, Sundstrom, Loveland, & Gibson, 2003) . The mechanisms behind this positive relation are often explained by the positive correlation between openness to experiences and measures of intelligence (Chamorro-Premuzic & Furnham, 2005) . Also, Ackerman and Heggestad (1997) stated that openness to experiences is the only Big Five factor moderately associated with general intelligence (r = 0.33, as measured in a meta-analysis). Intelligence is a strong predictor of educational outcomes, so it is easy to appreciate why openness to experiences has a positive effect on educational attainment.
Emotional stability is also expected to be an important factor for educational attainment. Heckman et al. (2006) found that emotional stability increased the probability of graduating from high school for boys in the lowest quantiles of the personality distribution. Emotional stability (low neuroticism), which is linked to locus of control and self-esteem, seems to play an important role in adolescent educational decisions. In addition, this trait has been often interpreted in relation to "stress reaction" or "debilitating anxiety" (Chamorro-Premuzic & Furnham, 2005) . Moreover, in studies that used representative samples of U.S. (Goldberg, Sweeney, Merenda, & Hughes, 1998) , Dutch (van Eijck & de Graaf, 2004) , and
German (Almlund et al., 2011) individuals, emotional stability was found to be positively correlated with educational attainment. Furthermore, several studies have found a significant positive relation between locus of control (as a measure of emotional stability) and high school graduation (Barón & Cobb-Clark, 2010; Cebi, 2007; Coleman & DeLeire, 2003) .
In contrast, extroversion and agreeableness are not consistently associated with academic performance (O'Connor & Paunonen, 2007) . According to some conflicting findings, extroverted children tend to perform better at school until the age of 12 years (Goff & Ackerman, 1992) , whereas introverted students achieve higher grades (Yates, Yates, & Lippett, 1995) . Some recent studies have reported a positive effect of agreeableness on educational outcomes, such as GPA (Farsides & Woodfield, 2003; Gray & Watson, 2002) and final course grades (Conard, 2006) , whereas other studies have found either no significant correlation or a significant but negative correlation between agreeableness and educational attainment (Goldberg et al., 1998; van Eijck & de Graaf, 2004) .
Personality Traits and Labor Market Outcomes
The predictive power of personality traits varies across type of labor market outcome. However, it is widely accepted that conscientiousness is the best predictor of economic success, whereas emotional stability (resp., high neuroticism) is often positively (resp., negatively) associated with labor market outcome. Conscientiousness is associated with being well organized, hard-working, and achievement-oriented, and best predicts overall job performance and wages across occupational categories, whereas the predictive power of intelligence declines as jobs become more complex (Almlund et al., 2011) . In particular, men with a high degree of conscientiousness seem to earn higher wages and are more likely to be promoted than other men (Judge, Higgins, Thoresen, & Barrick, 1999) . In addition, because emotional stability affects job search efforts (Almlund et al., 2011) , emotionally stable individuals are more motivated to find a job that fits their abilities and skills. Semykina and Linz (2007) examined the importance of emotional stability using Russian data, and found that variation in personality traits, as measured by locus of control, accounted for 8% of the gender wage gap.
Some recent studies have observed a relation between the two traits of conscientiousness and emotional stability and labor market outcomes. Using U.S. data, Duckworth and Weir (2010) reported that conscientious and emotionally stable adults attained higher lifetime income. More specifically, they found that an increase of one standard deviation on conscientiousness and emotional stability was associated with, respectively, a 9% and 5% increase in lifetime income. Similarly, Judge et al. (1999) found that, controlling for childhood IQ, the strongest predictor of a composite measure of self-reported income and occupational status was childhood conscientiousness, with an effect size higher than that of childhood IQ.
According to Uysal and Pohlmeier (2011) , conscientiousness and emotional stability were associated with unemployment duration, which suggests that personality traits in workers can influence job-search intensity.
In addition to conscientiousness and emotional stability, Fletcher (2013) highlighted the importance of extroversion as a predictor of economic success, using a national sample of siblings and twins. He noted that it is important to consider individual-level heterogeneity in unobserved generic ability for both cognitive and non-cognitive skills. Previous heritability studies have indicated that measures of personality traits tend to be about 40-60% heritable, suggesting a significant genetic component to human behavior (Bouchard & Loehlin, 2001) . The results indicating a strong association between extroversion and income were obtained after controlling for individual differences related to family background, occupational sorting, and educational attainment.
Expected Findings of the Present Study
According to Judge et al. (1999) , studies on organizational psychology agree that conscientiousness, extroversion, and emotional stability are the Big Five factors most strongly correlated with career success.
This consensus is also seen in previous empirical research on noncognitive skills, as discussed in Section 2.3. Although our estimation results were consistent overall with previous studies, we found a difference in agreeableness between Japan and the United States in relation to labor market outcomes, which is the focus of the present paper. Agreeableness is defined as a "tendency to act in a cooperative and unselfish manner" (John & Srivastava, 1999) . Being more cooperative and likeable could benefit employees with these characteristics in teamwork settings. However, the negative side of being agreeable is that "extremely agreeable individuals may sacrifice their success in pleasing others" (Judge et al., 1999, p. 625 ).
Many empirical studies have found no significant correlation between agreeableness and labor market outcomes, and even when a correlation was significant, the effect was likely to be negative. We hypothesized that agreeableness can be rewarded in a teamwork environment (measured by the number of employees) and that the reward can differ by employment status (between ordinary employees and managers). To examine the effect of company size and employment status, we restricted our sample to employees working for private companies. The income effect of agreeableness could be either direct or indirect (Heckman et al., 2006; Borghans et al., 2008) . This personality trait is part of a skillset, such as educational attainment and job training, that directly improves productivity. In other words, agreeableness could lead directly to higher income by improving an individual's job performance. In contrast, agreeableness could indirectly affect labor market outcomes through occupational choice and career advancement. To distinguish between these two effects, we formulated empirical models to assess the extent to which coefficients of personality traits change in relation to inclusion of labor-related variables (e.g., occupation, employment status, and working hours). Therefore, finding no significant change in agreeableness, even with occupational choice, career advancement, and working hours held constant, would suggest that a direct effect on productivity leads to higher earnings.
Data and Empirical Framework
This study is based on survey data obtained from the "Preference and Table 1 shows mean values of each personality trait. The Japanese respondents had a comparatively high degree of agreeableness, whereas Americans scored higher on conscientiousness (see Figure 2 for country comparisons). Similarly, differences in personality traits by gender indicate that women were more agreeable and extroverted, whereas men were more emotionally stable and open to new experiences (Table 1) . Some of these trends are consistent with findings of previous studies of gender differences in personality, which have indicated that women typically have a lower degree of emotional stability and openness to experiences (Feingold, 1994; Costa, Terracciano, & McCrae, 2001 ).
Using the minimum number of years required to attain each educational level, we obtained the values of 13.39 for Japanese and 14.43 for Americans as the mean number of years of schooling. In addition to using a continuous measure for educational attainment (years of schooling), we also examined the transition to tertiary education. In our samples, 27% of Japanese respondents and 39% of American respondents completed college, and 2% of Japanese respondents and 13% of American respondents continued on to graduate school, across all age groups 5 . In addition, 17% of the Japanese and American respondents indicated promotion to a management position at a private company. In the U.S. sample, 14%
of women were in a management position, whereas in Japan, female managers accounted for only 4% of the female labor force 6 . The percentage of male employees working for private companies with 1,000 employees or more was 21% in Japan and 31% in the United States 7 .
Estimation Methods: Schooling
We also investigated personality trait effects on a wide range of later life outcomes. Because personality stabilizes around the age of 30 years (Caspi, 1997; Soldz & Vaillant, 1999) , we restricted our sample to individuals aged 30 to 65 years for all estimations. The base model for examining educational outcomes is defined as follows:
where represents years of schooling (9-21 years in Japan and 9-23 years in the United States), and 5 indicates continuous variables of the Big Five personality traits. is a vector of individual characteristics that are assumed to affect later outcomes: age, age squared, gender, and years of schooling (parental educational attainment is controlled for in the analysis of educational attainment). For the U.S., because some studies have pointed out differences in later outcomes between races (Fletcher, 2013) , includes race dummies. To investigate effects of personality traits on the probability of attaining a higher educational level, educational attainment was added to the base model as a binary variable that takes a 5 According to the data of Ministry of Education, Culture, Sports, Science and Technology, 25% of Japanese people completed college between 1965 to 2000 (four-year university) (http://www.mukogawa-u.ac.jp/~kyoken/data/13.pdf ). According to U.S. census data, 31% of Americans have a bachelor's degree or higher, and 11% of college graduates continued to graduate school in 2012 (https://www.census.gov/hhes/socdemo/education/data/cps/2012/tables.html).
value of 1 if the respondent completed college education (or at least a master's degree program) and 0 otherwise. We carried out all estimations separately for men and women to look for any gender differences in addition to country differences.
Estimation Methods: Labor Market Outcomes
Model 2 is used to examine the effects of personality traits on income:
where ln is the natural logarithm of individual annual income, and is a vector of individual characteristics, the same as in Model 1. is a vector of labor-related variables that are assumed to affect annual income: type of occupation, type of employment, company size, years of employment at current workplace, and weekly working hours. In Equation (2), to investigate the mechanism behind the effect of personality traits on income, we added years of education and labor-related variables separately into the model (see Table 3 ). The rest of the estimations were carried out using the sample of only men, considering that women's decisions on whether to work or not could introduce selection bias.
We examined differences in personality trait effects between employees of large and small companies by further restricting our sample to those working for private companies. We included an interaction term for each of the Big Five personality traits in combination with a company size dummy that takes a value of 1 if the company has 1,000 or more employees and 0 otherwise (Table 4 ). In addition,
we added similar interaction terms between the Big Five personality traits and a management position dummy (managers = 1) to Equation (2) of the basic model of earnings. See Table 5 (columns 1 and 2) for estimation results. To investigate differences in the effects of personality traits, in particular agreeableness, in relation to company size and employment status, we included interaction terms of these three variables into Model 2 (Table 5 , columns 3 and 4): agreeableness, a company size dummy and a management position dummy.
To examine the effects of personality traits on career advancement, model 3 is set up as follows:
where represents a binary variable that equals one if the respondent was in a management position at the time of the survey and zero otherwise 8 , and is a vector of individual characteristics, as in Model 1. is a vector of labor-related variables that are assumed to affect an individual's career advancement (i.e., company size, type of employment, working hours, and years of employment at current workplace).
Estimation Methods: Other Labor Outcomes
To examine the effects of personality traits on other later outcomes aside from economic rewards, we set up Model 4, the last model, as follows:
Here represents degree of happiness as measured on an 11-point scale by the following questions: "Overall, how happy would you say you are currently? Using a scale from 0 to 10 where '10' is 'very happy' and '0' is 'very unhappy,' how would you rate your current level of happiness?" is a vector of individual characteristics, as in Model 1, and represents the same variables used in Model 2.
Model 4 is the same as Model 2 except for the dependent variables. To compare the effects of personality traits and other individual labor-related variables on degree of happiness using results of Model 2, we set up the same model. Furthermore, we examined how the effects of personality traits ( ) change when annual income ( ), the dependent variable of Model 2, is held constant, and we investigated the partial effect of annual income ( on degree of happiness by using Model 4. Table 2 presents results of the relation between noncognitive skills and years of schooling cosmpleted. The two left columns in the upper and bottom panels show estimation results for years of schooling in Japan and the United States, respectively. Regressions were run with and without adjustment for years of schooling attained by respondents' parents. Parents' completed years of schooling can serve as a proxy for genetic inheritance of cognitive ability, socioeconomic status, and/or personality traits.
Estimation Results

Effects of Personality Traits on Educational Attainment
Children of highly educated parents tend to become highly educated partly because of the intergenerational inheritance of unobserved abilities, which positively affect children's educational decisions. Our overall results indicate that parental background mitigates the effects of the personality traits, although the statistical significance of personality traits changed very little even when controlling for parental effect.
In Japan, among the different facets of personality traits, agreeableness seemed to have a positive effect on total years of schooling among men. Agreeableness was also a statistically significant factor both with and without control of parental educational background. In contrast, conscientiousness was statistically significant among only American respondents. As shown by the descriptive statistics in Table   13 1, agreeableness (resp., conscientiousness) has the highest mean values among the five personality traits in Japan (resp., in the United States). Even after controlling for socioeconomic variables, the effect of these traits on educational attainment was statistically significant in both countries. In this paper, we focused on country differences in agreeableness. We found that although agreeableness had a positive effect on schooling in Japan, it had a negative effect in the United States, and was a significant negative factor among women in the United States. Aside from agreeableness and conscientiousness, the degrees of openness to experiences and emotional stability were important for schooling in Japan and the United
States. Implications of the effects of these two personality traits can be explained by their relation to degree of intelligence, interest in learning, and self-control, all of which significantly affect cognitive ability and adolescent schooling decisions (see Section 2.2 for details). In addition to total years of schooling completed, Table 2 (columns 3 and 4) shows the effect of personality traits on the probability of transition to higher levels of education (i.e., college and graduate school). Japanese males students who were more agreeable and conscientious were also more likely to go to college. In contrast, introversion and openness to experiences positively affected the decision of Japanese men to enter graduate school. In contrast, we found no statistically significant personality effect on female students' decision to transition from high school to college, whereas extroversion acts as a determinant for Japanese women's decision to enter graduate school. Our results suggest that, in Japan, the effects of personality traits vary at different educational transition points. Interestingly, agreeableness, which is the best predictor for educational attainment below the college level, became negatively associated with graduate-level educational attainment, although this effect was not statistically significant.
In the United States, we observed no apparent significant difference in the effects of personality traits on educational transition when compared with results obtained using the continuous variable of total years of schooling. More specifically, conscientiousness and emotional stability seemed to play an important role in the decision to pursue higher levels of education, as well as final educational attainment.
Effects of Personality Traits on Income
In this section, the relation between annual income and personality factors is investigated (Table 3) .
We summarized all estimations by gender and country. Table 3 (upper panel) describes results of Japanese male and female workers. Differences (see columns 1 through 3) depended on inclusion of variables of educational attainment (type of occupation, years of schooling, type of employment) and labor (working hours, company size). As for Japanese male workers, column 3 shows that extroversion, agreeableness, conscientiousness are seemingly important factors affecting annual income. In Japanese female workers, extroversion appears to correlate more consistently with income. American male workers were rewarded by non-agreeableness and conscientiousness, everything else being equal. In American female workers, extroversion, non-agreeableness, and emotional stability seemed to correlate with annual income. These results occurred when type of occupation, type of employment, years of schooling, and working hours were held constant. Even when education attainment and labor market variables were held constant, personality traits were still significantly associated with income, which suggests that they might act as an individual's set of productive traits, such as educational attainment. In other words, these noncognitive skills have a rather direct effect on productivity, which is reflected by income.
Column 4 presents results based on a restricted sample of those working at private companies. For this estimation, we used the restricted sample of private companies to analyze how the effect of agreeableness on men's income differs by company size and employment status. Column 4 presents observed country differences in agreeableness. In Japan, agreeableness had a statistically significant positive effect on annual income as well as years of schooling among men, whereas it had a negative correlation with income in the United States. This suggests that agreeableness might be a country-specific factor that affects one's educational and career success in the opposite direction.
Personality Traits, Company Size, Employment Status, and Men's Income
We further investigated how this contradictory personality trait, agreeableness, affects annual income in Japan and the United States. First, we examined whether personality traits work differently in respondents as a function of company size (Table 4) . Companies with many employees tend to give higher evaluations to agreeable employees who can cooperate with other colleagues. Rewarding agreeableness in large-sized companies would have a positive effect on annual income. As shown in Tables 3 and 4 , agreeableness was consistently positive among Japanese male workers and, in particular, those working for large-sized companies. We observed an interesting contrast in the United States, where agreeableness seemed to operate as a penalty against raising the annual income of American male workers, except of those working for large companies (1,000 employees or more), where agreeableness was rewarding for income as well. In fact, we observed a negative effect of agreeableness on annual income only among
Americans working for small-sized companies. Although employees at large-sized companies were rewarded for being agreeable compared to those working at smaller-sized companies, the total effect was close to zero. As for smaller-sized companies, in addition to the effect of agreeableness, being extroverted and conscientious in Japan and emotionally stable in the United States rewarded the earnings of their respective male employees.
We further examined whether personality trait effects differed by employment status (ordinary employees vs. managers) because a certain personality trait might be essential for those holding managerial positions. Table 5 (columns 1 and 2) shows interaction terms between each personality trait and a binary indicator of managers (=1), with the base representing ordinary employees. We found that extroverted and agreeable ordinary employees in Japan and disagreeable and emotionally stable ordinary employees in the United States earned more. However, we observed no statistically significant difference in personality trait effects between ordinary employees and managers in both countries.
Thus far, advantageous personality traits differed by company size, but very little by employment status. More specifically, although the effect of agreeableness did not differ between ordinary employees and managers, being agreeable seems to be rewarded by higher income in large-sized companies compared to small-sized companies in both Japan and the United States. These results led us to ask whether the effect of agreeableness at large-sized companies would differ by employment status. In other words, was the positive average effect of agreeableness at large-sized companies more pronounced among ordinary employees or among managers? To answer this question, Table 5 (columns 3 and 4) also includes interaction terms between agreeableness, a binary indicator of managers (=1), and a binary indicator of company size with 1000 employees or more (=1). We found that agreeableness was advantageous for those working for large companies in both Japan and America, and that this positive effect was significant even in ordinary employees of large private companies/organizations in both countries. columns 1 and 2
of Table 5 show no significant difference between ordinary employees and managers, which suggests that being agreeable is rewarded at large-sized companies, regardless of employment status, more than at small-sized companies.
To investigate which personality traits affect the probability of being promoted to a management position, we conducted probit regressions with a dependent variable equal to one for a respondent working in a management position at the time of the survey and 0 otherwise (see Table 6 ). Overall, extroversion in men was a significant personality trait affecting career advancement in both countries, regardless of company size. In fact, extroversion was more important than any other personality trait for management positions in Japan and the United States. Therefore, although agreeable employees at large companies are more likely to earn more, agreeableness does not necessarily improve career advancement. In fact, we might interpret agreeableness as a trait that directly affects job performance and productivity, which translates into higher earnings, rather than having indirect effects on career advancement or occupational choice.
Effects of Personality Traits on Happiness
We further examined the effect of agreeableness on outcomes other than economic rewards, such as income growth and career advancement. Thus far, our results have revealed that being agreeable is not rewarding for women and is not rewarding for men in the United States (see Table 3 ). However, Table 7 shows that being agreeable increased degree of happiness in women of both countries. This positive effect remains significant even when controlling for annual income. Thus, although agreeableness does not affect income, and may even have a negative relation with income, among women in Japan and the United States, it might have positive effects on other outcomes, such as subjective well-being. Agreeableness increases income for men in Japan and has a significantly positive effect on happiness, with and without controlling for annual income. Even when labor-related variables, including income, are held equal, this particular personality trait was an important factor that increased the subjective feeling of happiness as well as economic outcomes among Japanese men. In contrast, conscientiousness, which best predicts later outcomes, is not correlated with happiness. Thus, conscientiousness might increase years of schooling and income through hard work, but it does not necessarily directly increase the feeling of happiness.
Discussion
Studies have given much attention to the predictive power of intelligence measures when evaluating cumulative human capital. However, it has been argued that no single measure of cognitive ability can predict much of the variance in educational and labor market outcomes. Because most of the remaining variance is not explained by measurement error, much room remains for other determinants of success.
This study considered soft skills as possible predictors of the unexplained variance in educational and labor market outcomes. In this study, soft skills were characterized by scores for the Big Five personality traits, a widely accepted taxonomy in personality trait research. Our estimated results suggest that personality traits are significantly correlated with later outcomes. Previous studies using data collected in different countries have yielded different results, possibly because the authors controlled for different covariates, or because some significant country differences exist. In the present study, we evaluated the relation between personality trait and various outcomes using the same covariates. Overall, our results revealed substantial similarities in the effect of personality traits on both educational and labor market outcomes across both countries, which is consistent with previous empirical studies, notwithstanding a few contradictory results between Japan and the United States.
In these countries, conscientiousness, openness to experiences, and/or emotional stability are correlated with educational attainment despite differences in the relative importance of each. In previous literature, conscientiousness was the best predictor of later outcomes. Implications of the effects of openness to experiences and emotional stability can be explained in terms of their relation to degree of intelligence, interest in learning, and self-control, all of which play an important role in cognitive ability and adolescent schooling decisions. In addition, the effects of personality traits on labor market outcomes are very similar between the two analyzed countries. In both countries, men with a high degree of conscientiousness seemed to earn more, and extroversion best predicted the probability of promotion to a management position among men in both countries. These results are consistent with general findings in extant studies on personality traits and career success. However, no established empirical consensus exists in the still advancing study of personality traits. Nonetheless, the effects of personality traits that have been most commonly identified in previously research as significant for educational and labor market outcomes were similar to those in the countries analyzed here.
Despite these similarities, Japan and the United States exhibited distinct differences, most notably in the effect of agreeableness. Japanese respondents scored noticeably higher in agreeableness than American respondents, and agreeableness was a particularly important predictor for schooling and income in Japanese men. This finding contrasts with that of a substantial body of literature, in which agreeableness was a less important predictor of educational attainment. In contrast, agreeableness operated in the opposite direction in the United States, which suggests the existence of country-specific determinants of success. Woessmann, Luedemann, Schuetz, and West (2009) argued that students' personality traits might depend on characteristics of their educational environment, such as autonomy and degree of accountability. Rockoff, Jacob, Kane, and Staiger (2008) emphasized the importance of teacher influence on the development of students' noncognitive skills. If this holds true, teaching style and educational philosophy might contribute to the unique variance in personality traits affecting educational outcomes in Japan.
We focused on how agreeableness, which seems particularly important for schooling in Japan, affected labor market outcomes, and whether agreeableness would continue its negative correlation in the American labor market. In Japan, being agreeable had a positive effect on years of schooling. Japanese men who were agreeable were more likely to enter a four-year university. Furthermore, they earned more, even when controlling for occupation, employment type, years of employment, company size, and hours worked. In contrast, being agreeable in the United States had a negative effect on years of schooling.
Although this negative effect was not statistically significant for American male students, it negatively affected their income. This penalty continued even when occupation, employment type, years of employment, company size, and age were held equal. Thus, being agreeable has an income-lowering effect no matter what kind of job one has or how long one has worked.
To investigate the channels through which agreeableness is associated with labor market outcomes, we analyzed its effects on annual income by company size and employment status. We observed a premium for being agreeable among those working for large companies in both Japan and the United
States. This result did not change even with type of occupation and other labor-related variables held constant. Agreeable employees at large companies were likely to earn more than those at small-sized companies, but we found no statistical difference in the effect of agreeableness between ordinary employees and managers. For promotion to a management position, extroversion was more important than any other personality trait. These findings suggest that employees of large-sized companies are directly rewarded for being agreeable through their income, rather than indirectly through occupational choice or career advancement. Furthermore, agreeableness affects the subjective feeling of happiness as well as economic outcomes. In particular, Japanese men who are agreeable earn more and feel happier. Even though women's income in both countries was negatively associated with agreeableness, it increased the degree of their subjective well-being. Therefore, although agreeableness did not affect income in Japanese women and it had a negative relation with income among American women, it can positively affect other later outcomes such as subjective well-being.
In summary, we identified the possibility of a premium for being agreeable among employees working for large companies in Japan and America. The significance of agreeableness still existed even when type of occupation and other labor-related variables were held constant. In contrast, a wage premium is not necessarily connected with career advancement, which means that a wage premium was not the result of promotion. Results for income growth and career advancement suggest that agreeableness might directly affect job performance and increase productivity of employees of large companies, which in turn reflects their annual income. However, some limitations restrict generalizability of the present findings.
Although some extant studies have proven the stability of personality traits at working age and have suggested that examination of personality traits remain stable under fluctuating economic events, it is difficult to conclude that a personality trait affects labor outcomes or vice versa, or that they mutually influence each other. Caution is called for before concluding that the results presented here suggest a complete causal relation. (1) Basic Model used for Table 3 (2) Including One's Own Annual Income
(1) Basic Model used for Table 3 (2) Including One's Own Annual Income Dependent Variable: Degree of Happiness (coded on a scale of 0 to 10: 10 is happiest)
(1) Basic Model used for Table 3 (2) Including One's Own Annual Income
(1) Basic Model used for Table 3 (2) Including One's Own Annual Income Openness to Experiences (Males in America)
